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KINSTMAN & WARD SPECIALTIES 
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NOVELTIES 
If its Electric we have it. Big Catalog 4 
OHIO ELECTRIC WORKS, Cleveland, Ohio 
The World’s Headquarters for Dynamos, Motors, Fans, Toys, 
Batteries, Belts, Bells, Lamps, Books 
We Undersell All 
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Many~ Experienced 
Contract Agents 


Power Experts 
and Solicitors have been thrown 
out of work through the recent 


general cutting down of forces. 


Conditions are improving and they 


will not long be idle. 


Have you a vacancy on your 
staff ? ? ? 


IF SO, WRITE 


Commercial Exchange 


54-56 CLINTON STREET 
NEWARK, N. J. 








START NOW 


Begin to-day to plan your Electric Flat- 
[ron Campaign for 1908. An early start 
i successful season 
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LET US HELP 


Tt 1S only latural that we, as the oldest 
clusive manufacturers of Electric Heat- 
ing _Appliane s should ome large and 
ssful experience in Flat-Iron Cam- 
paigns. Let us place this experience at 
_ Brig = 560 Let us insure the success 
: r Flat-Iron C npaign 


THE RIGHT IRON 


Revi in [ron that 


will satis ‘a your customers—an Iron that 
is built right, that is priced right. You 
want an Tron that sells on sight and that 


old. There is only one—the 


heodioe Steel Clad lron 





Bulletin ““S’’ Contains PROOF 


American Electrical Heater Co. 


DETROIT, MICH 
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This Electric Sign was Made in 3 Days 


— BY THE—— 


FEDERAL ELECTRIC COMPANY of CHICAGO 








The largest manufacturer of Electric Signs in 
the world. Facilities are unlimited for turning 
out large jobs and special designs—in addition 
to regular output of sectional type on central 
station free sign proposition. Write for particulars. 


FEDERAL ELECTRIC COMPANY 


52 NORTH DESPLAINES ST. - : CHICAGO 


EASTERN AGENTS -FEDERAL SIGN SYSTEM (Electric) 
317 W. 42nd St., New York 129 S. 10th St., Philadelphia 








See our Exhibit at the Electrical Show, Chicago, Jan. 13-25, 1908 
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Wagner Electric Mfg. Co. 


MAIN OFFICE AND FACTORY 


St. Louis, U. S. A. 


The Wagner Single Phase Motor is probably the finest piece of 





Mechanical and Electrical Work on the Market Today 





Don’t think that because you are familiar with the name “Wagner” 
that of necessity you know all about “ Wagner Single Phase Motors.” 





You couldn’t be in the electrical business—at least you couldn’t stay in it 
—without having heard of the Wagner Single Phase Motor. But that 
isn’t enough. You must have an intimate knowledge of how they are 


made; how they work electrically and mechanically. 


We want you to be so well acquainted with Wagner Single Phase 
Motors, that if you saw one of our pulleys on a bench in a work shop, you 
would recognize it at once and say, “ Oh, yes, that’s from a Wagner Single 
Phase Motor.” 


You will achleve success just as you know about the things, rou- 
tine and unusual, in your business. 





It is a safe statement for us to make: That had you known of the 
different applications of the Wagner Single Phase Motor, or even of some 


of the unusual things you can do with them, you would have made at least 








20 more sales, each of which would have raised your standing in the 


community, because you did what some one else said cou'd not be done. 





If we could meet each one of you, we could make you as enthusi- 


astic as we are, thatis impossible, however, so you will have to write. 


BULLETIN No. 75-M 


(See our Exhibit at the Electrical Show, Chicago, January 13-25, 1908) 








In writing to advertisers, mention “Selling Electricity.” 


























SELLING ELECTRICITY 


AA Magazine of Business for Central 
Stations and Electrical Men Generally 








Editorial Frank B. Rae, Jr. 


The Day’s Work Paul Lupke 


Informal Talks on the Big “Little Things” that Daily Per- 
plex the Central Station Managers. 


Make Newspaper Reading Pay 
A Little System to Save Time. 


Making a Metropolis of Maquoketa Frank B. Rae, Jr. 


How the Manager of a Small Ohio Plant Lights the Streets 
with 8 c. p. Lamps. 


For Idle Moments A. H. Williams 


Keeping in Touch with Customers E. R. Davenport 


How a Suburban Territory Was Covered by a Branch 
Office and Local Solicitor. 


Causes of Municipal Ownership Glen Marston 


In this Series of Articles an Expert on Municipal Affairs 
Analyzes the Unrest Which Underlies Municipal 
Ownership Agitation. 


A Practical Argument for Power Solicitors 


On the Job Nellie Nevins 


A Morning’s Experience in Selling Heating Appliances. 
Killing Good Work 
The Future of the Good Solicitor Chas. W. Lamb 
Electrifying a Pure Food Show 
The Rockford Edison Company Makes Noteworthy Success 
of its Display of Household Electrical Appliances. 


News and Reviews 


10 


11 


14 


15 


19 


20 


21 


24 


25 


27 




















ee RS OOS ed =- 3 


Ptbdrsc 

























ee” ait ai 


scabs Tak = 


. SPEER Ss 


on eS Ss 


RE Ee 


= See 
ae 





‘‘| ook Before 
You Light” 


Look to this Bureau for advice on 


matters pertaining to the proper use 
of light. 


A faulty or inconsistent arrangement 
of a customer's light may not overcome 
his prejudice as to your sincerity and 
honesty of purpose. No Central Sta- 
tion can afford to take this risk. 


You gain a customer’s respect by tell- 
ing him that you have submitted his 
lighting problem to our Bureau for 
impartial consideration. You also help 


create favorable public opinion for 
your company. 


We have no manufacturers’ interests 


to further. One trial of our services 
will convince you. 


Bureau of Illuminating Engineering 


437 FIFTH AVENUE, NEW YORK 





In writing to advertisers, mention “Selling Electricity.” 
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A FRESH START 


T is characteristic of Americans that they take their misfortunes with good grace 
i and lose little time in lamentation. Does a fire destroy a town, we hardly wait 
for the ruins to cool before clearing ground for a city. Comes flood or quake 
or devastation, and the first telegram to follow the news of calamity is an order for 
merchandise and material for the rehabillitation of the hopeful community. In the 
midst of panic we plan enlargements which we know will come with returning 
prosperity; while submitting to receiverships, we scheme for their termination; while 
shortening sail to meet financial storms, we give orders to sailmakers for new canvas 
to be spread in the calm which is to follow. 


Those central stations which, perhaps foolishly, lopped off their commercial 
departments in the frenzy of financial panic, are already planning the re-organization 
of these same departments. Those which were held back by prejudice or untoward 
circumstances from establishing such departments before the storm, realize now is 
the most opportune time to adopt the broad commercial policy. Everywhere is 
the new business movement gathering force. 


But it is preceeding slowly, cautiously, with keen conservatism. No more 
circus schemes, no more ready-made methods, no more second-hand advertising 
‘campaigns’: the industry has come to the age of discretion and is up-building its 
business-getting force upon the same rock-ribbed foundation as the merchant and the 
manufacturerer. Central station managers and directorates have learned to look 
suspiciously upon those who claim proprietorship of universal panaceae, have learned 
to differentiate between those who seek to guide and those who would gull them in 
matters of commercial procedure. They have gained insight into the why’s and 
wherefore’s of salesmanship, personal and ‘“‘on paper,’ and are equally hesitant in 
accepting the interested advice of those who know “‘the situation’ but are ignorant 
of commercial practice, and professional advertising men who disregard local conditions 
in their anxiety to market their own service. ‘The reorganization of commercial 
departments is going ahead with caution, which is to say that we have abandoned 
false prophets and are on the highroad to success. 
































Ss 


Bm 


i 





ae We OE sie. RSE Bi: 


es ey 





+ nb ae 


BS, e agem BW 


. we 


ie ret ccc 





—_— 


ie Wwe cor ee 


a 


i 
"| 
' 
i 
a) 
i 








6 SELLING ELECTRICITY 





The principles of business-getting are simple; but to put these principles into 
successful practice is still the chiefest problem of the business world. It requires 
talent and training just as surely as does the practice of any other profession. It 
requires experience, study, judgment, a broad-minded outlook upon men and conditions, 
keen insight into human nature, tact, courage and justness. The responsibilities of 
the commercial director are tremendous, involving his employer’s good name, future 
prosperity, and franchises, as well as the comparatively trivial day-to-day business. 

In merchandising or manufacturing, the man of most importance, next to the 
proprietor, is the manager of sales. Upon him devolves the responsibility not alone 
of marketing the goods, but of framing the company policy, of forestalling competition, 
of up-building that intangible but invaluable asset, ““good will.’’ This is, or should 
be, true of the central station commercial director, and none should be called to the 
position who may not be trusted wholly to conserve as well as exploit. 


The important step in planning a commercial campaign is not to plan at all 
but to pick the man who shall direct it. You would not select a medicine and then 
call in a doctor to administer it>—-no, nor would you prepare a case at law and 
later hire a lawyer to argue it in court. The commercial situation is similar, though 
commercialism does not yet rank as a learned profession. There are no technicalities 
in commercialism, no jargon of Latin, no licensing, no engrossed sheepskin; any boy 
out of school can assume the title “‘expert’’ in advertising, systematizing and salesman- 
ship. It is easy to talk commercialism: be it not led astray by talks. Find the 
man—the man who can be trusted wholly—and he will do the rest. He will 
evolve the plan, and it will be one which he can carry to successful issue. 


The important step not to take in planning a commercial campaign is the wholesale 
appropriation of someone’s else successful scheme. In no industry in the world is 
second-hand experience accepted so trustfully as in the central station business. In 
technical matters this is probably safe enough, but commercially it is the depth of 
folly. No two sets of conditions are ever the same, and some trifling detail may 
determine the success of any new business plan. Mr. Marston, in this issue, tells 
of a rate system transplanted in toto from a hard coal town to the heart of the granite 
belt. One can recall a similar absurdity where a business-getting campaign was 
shifted without modification from a Wisconsin village of Swedes to a Southwestern 
township of miners and Mexicans. 


Ww are about to re-build our commercial structure. Let us not make the 


old mistakes. Let us concede the commercial man his position of trust and 
importance. Let us not be carried away with schemes. Let us not en- 
deavor to buy ready-made success. Let us attack each distinctive problem sanely, as we 
would a problem in construction; financing it well, planning it carefully under competent 
guidance, making of our commercial organization something stable, reliable—profitable. 





A CHANGE OF OWNERSHIP 


At time of going to press of this issue, arrangements are being completed whereby 
entire control of SELLING ELECTRICITY will hereafter be in the hands of 
Frank B. Rae, Jr. 


Mr. Rae has been in editorial charge of the magazine since its inception and 
his assumption of ownership insures its continuance along present lines. 


The new management will make announcement as to its plans and policy with 
the February issue. These plans contemplate marked improvement in the editorial 
department, the engagement of a number of well known authorities as contributors 
and a considerable widening of the scope of the paper. 














Informal Talks on the Big “Little Things” that Daily Perplex the Central Station Managers 


By Paut LUPKE 


ASSISTANT GENERAL 


SUPERI NTENDENT, 


PuBLIC SERVICE CORPORATION 


TRENTON, NEW JERSEY 


ATES !—please don’t hurl that 
back leaving out the “E”. 
At the Washington Conven- 
tion of the N. E. L. A. this spring a 
heavyweight committee in its report 
on “Rates and Costs” together with a 
few pertinent remarks of its own, 
presented a list of some two hundred 
or more articles on the subject, so 
indeed there does seem to be a suffi- 
ciency, but, I hardly think what I say 
here will be added to that list nor will 
it add to anybody’s troubles. 

The rate question has been our 
bugbear from the very day, some 
twenty-five years ago, when we 
started in to charge one dollar per 
month per lamp connected regardless 
of conditions, and now, after a lapse 
of a quarter of a century and intermin- 
able argument back and forth we 
have not even among ourselves agreed 
upon a satisfactory basis for adjusting 
rates. 


Thanks to our elaborate cost keep- 
ing and auditing departments, we can 
show with a very fair degree of ac- 
curacy what it costs us to produce 
a kilowatt hour under varying condi- 
tions of service and we also can de- 
vise a system of charges which will 
add with reasonable equity a fair 
profit to this cost in each case, and 
furthermore, we are all more or less 
convinced that a rate proportionate to 
the cost is right and proper, but—how 
many of us have the courage of our 
convictions and are willing to and 
actually do put put forth such a rate? 

Public opinion, public utility com- 
missions, courts and, last but not least, 
actual or potential competition play 
havoc with our good intentions. How- 
ever, among these various things we 
have to contend with, public opinion 
is at once the most changeable and the 
most permanent and in the end it is 
Public 


supreme. opinion, when 
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wrought up to the proper tempera- 
ture, is a waxy sort of thing, yielding 
readily to all sorts of influences and 
when these influences are worked by 
the ignorant or the unscrupulous it is 
likely to be twisted and distorted out 
of all semblance of its sane and sober 
state; indeed, it assumes the appear- 
ance of a horrible nightmare. 

It is, therefore, our duty to put 
forth every effort to counteract and 
overbalance the effect of antagonistic 
forces working upon public opinion. 

You will note in late issues of 
prominent and popular periodicals an 
advertisement of the Prudential In- 
surance Company in which is demon- 
strated by means of a curve the varia- 
tion in the amount of the premium on 
$1,000 of life insurance for ages vary- 
ing from twenty-one to sixty years. 
The lowest amount is about $15.00 
and the highest $63.00 and the average 
$30.74 and this paid at the age of 
forty-seven. Now, if you will mark 
on the horizontal of this diagram the 
hours, say up to ten, and on the verti- 
cal the cost per kilowatt-hour in cents, 
you will get a cost curve somewhat 
steeper for the short hours and some- 
what flatter for the long hours, still 
there will be a very marked similarity 
to the premium curve. 

The insurance companies have re- 
cently passed through a most gruelling 
inquisition, but, through it all, there 
has not been even the faintest sug- 
cestion that it was unfair to charge on 
an old man a higher premium per 
$1,000 than a young man, simply be- 
cause the public, the investigating 
committee and the law knows that it 
is right and fair and equitable that the 
premiums should vary with the age. 
Having your cost curve along side of 


the premium curve, it would appear 
at once that it is equally equitable that 
the price per kilowatt-hour should 
vary with hours of service, but—alas, 
neither the law nor the utility commis- 





sioners will accept this fact without 
question until public opinion sanctions 
it. To bring that about, the public 
will have to be shown, and it is de- 
cidedly up to us to do the showing, 
for until we do, courts anc commis- 
sioners will continue to establish for 
us a maximum rate at a point which 
compels us to serve fifty per cent. of 
our customers at a loss, to the detri- 
ment of the other fifty per cent. and 
our OWN. 

What name would be applied to the 
judge or commissioner who attempted 
to say that no insurance company 
should charge more per $1,000 than 
the average premium now charged for 
the ages between twenty-one and 
sixty? 

What would happen to the insurance 
company compelled to abide by such a 
decision? It would lose the young 
men and keep the old and it would go 
to the wall unless speedily relieved. 
Are we not in danger of being placed 
in a similar predicament? Is it not 
about time we took the public into our 
confidence about it? 

Lawyers may argue before courts, 
experts may belabor commissions, 
managers may read papers to other 
managers in convention assemblies, 
editors may fulminate in technical 
papers and no doubt it may all help 
and do good but it is working at the 
wrong end. If one half the money 
already spent in these devious ways 
had, in good time, been diverted to the 
purpose of bringing the matter in- 


telligently before the general public, 
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something vastly more telling might 
have been accomplished and,—who 
knows ?’—the other half might have 
been saved altogether. 

“One drop of ink may make a mil- 
lion think” but, you will have to 
spread it out where the millions 
can see it, for the thinking millions 
will rule in the end. 


THE EMERGENCY CONNECTION 
From the Other Side of the Fence 


MAN built a fine hotel in the 

greatest city in the United 

States and soon he had his 
house full of guests. Then one day 
a pompous gentleman came along 
who wanted to engage a fine suite of 
rooms. The suite was selected and 
the host asked politely when he might 
expect his guest. 

“That I cannot tell,’ said the 
gentleman, “just now I am quite 
comfortable in my own house, but for 
all I know, some day the servants 
might become troublesome or I 
might want to do some overhauling, 
or the house might burn down even, 
so I thought I had better be prepared 
for an emergency—in short, I want 


you to hold that suite in reserve for 
me so that I can move in bag and 
baggage any time without a moment's 
notice.” 





“Very well, sir,’ said the host, 
“that would be at the rate of fifteen 
hundred dollars a month.” 

“Fifteen hundred a month—Who 
said anything about a month? Why, 
man, it is a very great question 
whether I want to use that suite at all, 
and if I do want it, it will only be for 
a day or so. Fifteen hundred a 
month? That’s fifty a day and that’s 
all I intend to pay, whenever I choose 
to occupy my suite.” 

“But, sir,” retorted the astonished 
host, “you asked me to keep that suite 
ready for you at all times. You must 
understand there are tenants waiting 
for it now who will occupy it the 
whole year around at that rate. You 
certainly can readily see that I can- 
not afford to leave it standing empty 
forever without compensation on the 
mere expectation that some time you 
may occupy it for a day or two.” 

“That’s absolutely none of my busi- 
ness,’ replied the gentleman with a 
fine show of indignation. “It’s your 
business to serve the public and the 
law should compel you to make ample 
provisions for anybody who might ap- 
ply for accommodations. Those 
terms you propose are rank discrimi- 
nation. The very idea of asking a 
man to pay for what he doesn’t get! 
Oh, we will have a State Hotel Com- 
mission some of these days, then we 
will show you!” 
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MAKE NEWSPAPER READING PAY 


A Little System to Save Time 


HEN one_ considers the 
money spent by lighting 
companies for _ solicitors 

and advertising, and the time and 
brains and energy expended in bring- 
ing to light and following-up each 
possible prospect, it is rather re- 
markable that the daily press as a 
source of new-business information 
is so generally neglected. Each day 
the papers of every city contain news 
items which might be turned to ac- 
count, transmuted into golden profits, 
if promptly and aggressively fol- 
lowed-up. 

It is to suggest a means whereby 
this information may be gathered, 
classified and brought to the attention 
of the proper person that the follow- 
ing system is devised. 

In every company there will be 
found a solicitor or clerk who is 
anxious to earn a little extra money. 
In the writer’s opinion it would be 
better to pay such a man, say, a dol- 
lar a week for reading and clipping 
all the papers at home than to have 
this work done during business hours 
in the office, as, no matter how con- 
scientious the reader may be, he will 
waste a good deal of time in the 
perusal of extraneous items. Again, 
the reason this clipping is not done 
more generally is because during the 
day other duties seem more important, 
and unless some special hour is given 
to it, the work gradually languishes 
and finally is given up altogether. The 


time and place of reading, however, is 





a detail. The point is, newspapers 
should be read systematically, regu- 
larly, and by a person whose undi- 
vided attention is given to the work 
at hand. 

If the company is one which the 
work is fairly well departmentized, 
the reader should have before him a 
list of the department heads, (the 
power solicitor, sign solicitor, counsel, 
general manager, etc.), each of whom 
would be designated by both name and 
a number. As items are discovered 
bearing upon the several branches of 
the business, they should be checked 
off and the number designating the 
person for whose attention each para- 
graph is intended would be written 
against it. The papers are then ready 
to be clipped all at one time, and as 
-ach item is cut out it should be pasted 
to a slip (similar to those used by 
commercial clipping bureaus) upon 
which the name of paper, date and 
name of person for whom the clipping 
is intended, is then written. 

When the company is conducting 
a campaign of newspaper advertising, 
such a system is-invaluable in keeping 
account of the advertisements, yet it 
will be found quite as indispensable to 
the solicitors and officers of the com- 
pany in .keeping them accurately 
posted on all happenings affecting the 
company’s interests. Similar systems 
are used in almost all modern business 
houses for keeping in accurate touch 
with the markets. 








MAKING A 


METROPOLIS OF 


MAQUOKETA 


How the Manager of a Small Iowa Plant Lights the Streets With 8 cp. Lamps 


_— 
-~ 


HE average town 

of 3,600 

not seem to offer 

many opportunities for 
spectacular business get- 
ting schemes. 


does 


As a rule 
the manager in charge 
of the central station in 
a small place feels him- 
self marooned 
dreams of 
greatness 

with a__ pessimistic 
“What's the use? Folks 
in this town will never 
wake up.” But 
sionally 


and _ his 
commercial 


usually end 


occas- 

the red 
blood of progress in his veins, takes 
his courage in both hands and makes 
an effort. 


some man with 


And we who record his 
success stand gaping in amazement: 
we wonder by what sleight of hand 
the trick was turned. 

The town of Maquoketa, Iowa, is 
listed as having a population of 3,660. 
The lighting plant has capacity of 
something like 500 kw. There are 40 
street arcs burning on a moonlight 
schedule. Two divide between 
them the duties of Superintendent, 
Engineer, Wireman, Lineman, Meter- 
Trimmer, 


men 


reader, Trouble-man and 


General-repairman. Taking it all in 
all, the outlook for anything like a 
note-worthy commercial achievement 
in Maquoketa, Iowa, is not promising 





y FRANK B. RAE, Jr. 


but the Superintendent 
of the Barnes Electric 
Light & Power Com- 
pany in Maquoketa is a 
man through whose 
veins run this red blood 
of progress and in whose 
brain are conceived prac- 
tical plans. 

H. Askin is his name, 
and his scheme was 
nothing less than the in- 
stalling of a good num- 
ber of lights for special 


Askin 
street lighting. Of 
course, the proposition 
had to be designed to fit local condi- 


tions—special arcs, Nernst lamps, even 


16 cp. incandescents would not be 


successful. It was necessary to plan 


so that the merchants of this small 


the 
lights, and so Askin proposed to use 
8 cp., 3.5 watt lamps. 


town could afford to 


support 
That is getting 
down pretty fine, but the proof of any 
pudding is in the eating. The 8 cp. 


lamp proposition won out. 


Early one morning Mr. Askin 
started forth to interview the mer- 
chants on Main Street. The west 


side of the street was, for some reason, 


unpopular—people traveled on the 


east side. So Askin interviewed the 
west side merchants and presented this 


co-operative contract for signatures :— 
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“We, the undersigned merchants 
agree to pay 35c per 8 cp. lamp 
per month (average burning per 

night to be five hours) for a 

period of one year from date. 

Said lamps to be installed at cost 

of material only and to be placed 

fronting our places of business. 

This agreement to be void unless 

a majority of merchants on this 

street sign.” 

Every merchant called upon signed, 
and all signed that very morning. 
Then Askin and his combination 
Wireman - Lineman-Meter-reader- 
Trouble-man -Trimmer-and - General- 
Repairman strung the wires. Main 
Street—that is, the business section 
of Main Street—is not very long, 
so the lights were burning that 
night. 

Next day the merchants on the east 
side of the street held an indignation 
meeting. The new lighting threat- 
ened their prestige. Something must 
be done. It was. An agreement 
similar to that signed by the west 


side merchants was circulated by a 
committee and every storekeeper 
hastened to get aboard. Then the 
committee went to Askin and de- 
manded that he furnish the lights. 
The business was literally forced on 
him. Finally he accepted it. Day 
after day new committees, represent- 
ing other business streets, waited 
upon him with signed agreements, un- 
til every business street in town was 
equipped. 

Says Mr. Askin: “The lights are 
automatically switched on at dusk and 
off at 12 p. m. every night of the 
year, the average burning throughout 
year being five hours per night. With 
3.5 watt lamps the consumption of 
current per 8 cp. lamp per month is 
4.2 kwh. so that our revenue from 
this source is 8-1/3 cents per kwh. for 
this long hour business. The lamps 
require practically no attention, other 
than for renewals, and these are 
watched carefully so as to keep cus- 


tomers pleased and retain uniformity 
of the string of light. 


The construc- 





Main Street, Looking South 
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tion is practically the same as pleasure 
park work, cables being suspended 
from iron suspension wire, with lamps 
on string. The cost of construction 
is about 50c per unit. 

“The idea took from the start. The 
local papers gave the merchants credit 
for the progressive spirit shown. This 
tickled their vanity and aroused a 
spirit of rivalry amongst them which 
redounded greatly to the company’s 
credit. The residence section of the 
town then took up the matter and re- 
quested the company to light up 
streets fronting houses in the same 
manner, but my Directors requested 
me to discourage that idea as we have 
an arc light contract with the city 
which expires next year and it was 
thought the 8 cp. lamps in residence 
districts might have an undesirable 
effect on renewal of this contract. 

“T find the best thermometers of 
public opinion are the commercial 
travelers. When these first noticed 
the change it was thought we were 


preparing for a special blow out of 


some sort, but when they learned of 
its permanency, Maquoketa was 
spoken of as the most progressive 
little town in the northwest. 

“We have now had the lights in- 
stalled for the past year and a half 
and have yet to lose the first cus- 
tomer.” 

The merchants of Maquoketa are 
one in agreeing that this street illumi- 
nation is a mighty factor in their in- 
creasing prosperity. It is said that 
the townspeople, in the past, only came 
into the business district after dark 
when they had special errands: now 
they come in order to meet people, to 
visit and gossip. Folk from the sur- 
rounding country are beginning to 
drive in after dark. business houses 
find quite a considerable amount of 
new trade drifting in, and amusements 
of permanent nature are being estab- 
lished. 

The idea, of course, is not new, but 
its success in such a small community 
is noteworthy and stamps Mr. Askin 
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as one who combines courage in mak- 
ing a bold bid for business with com- 
mon sense in making his scheme prac- 
tical. An eight candle power lamp 
looks like a pretty small potato to most 


central station managers, but when a 
string of them rouses a sleepy town 
and makes of it a miniature metropolis, 
there is more virtue in an 8 cp. lamp 
than the 28 watts it consumes. 














. The Barnes Electric Plant 





FOR IDLE MOMENTS 


By A. H. WILLIAMs. 


Do you ever have idle moments 
during business hours? You must, 
for to every business man come times 
when he can find nothing to turn his 
hand to, that he can do with any sort 
of zest, and when even “soldering” is 
irksome. These are moments of “dry- 
rot,’ and the most enervating of all 
periods, and most of all, to be avoided. 
At such times it becomes necessary 
for a man to give himself a thorough 
shaking-up. He has lost his spon- 
taneity, his ginger. 

| have a little scheme for taking up 
these idle moments, that should appeal 
to every business man subject to the 
malady: Set apart a pigeon-hole or 
drawer or envelope and mark it “For 
Idle Moments.” Into ths reserve 
space put such little matters as do not 
need immediate attention and may be 


put off indefinitely. Put in here also 


suggestions to gather up the thread- 
ends of business that are prone to 
gather under even the best manage- 
ments. The following may offer a 
suggestion : 

Revise mailing lists, cutting out 
dead-wood and adding new material; 

Make collections, settling bad ac- 
counts to the best advantage possible ; 

Clean up old stock: 

Recognize selling force, cutting off 
decorative employees, gingering up all 
the rest; 

Advertise, getting new material 
with which to work; 

Write letters to dealers in other 
cities seeking interchange of ideas 
and suggestions. 

Or, if none of the above will bridge 
over this period, or suggest a remedy, 
take a vacation! 

Avoid as a pest, “Idle Moments.” 


—Brains. 
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How Suburban Territory Was Covered By a Branch Office and Local Solicitor 


By E. R. 


DAVENPORT, 


SALES AGENT, NARRAGANSETT LIGHTING COMPANY. 


HEN the People’s Edison 
Company, serving the six- 
teen towns known as our 

Pawtuxet Valley territory, was ab- 
sorbed by our interests and the old 
offices closed, we noticed an unfavor- 
able change of sentiment. Almost in- 
stantly the public looked upon us as 
an outside concern—as having no vital 
interest This is 
frequently the case in small towns or 


in their welfare. 
villages where there is generally a 
clannish feeling, a desire to patronize 
home industry and resent outside in 








trusion. As it is the invariable policy 
of this company to maintain cordial 
relationship with its customers, im- 
mediate steps were taken to identify 
ourselves with local interests. 

The first step—I might almost say, 
the of 
three pay stations in as many different 


mis-step—was establishment 
towns, these being located in drug 
stores. Here provision was made so 
that at the minimum of bother custo- 
mers could pay their bills, receive in- 
candescent lamp renewals, make ap- 
plication for service and transact other 
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business of like nature. Our object 
in establishing pay stations in the drug 
stores was on account of these stores 
being open every day and until late 
in the evening, but we found from 
experience that they were usually 
operated by some prominent or in- 
fluential citizen and that our custom- 
ers objected to these persons being in 
such close touch with their personal af- 
fairs as knowing the amounts of their 
monthly bills. This seemed to be the 
principal objection on the part of our 
customers but there were others. So 


from The current is 
generated in Providence and trans- 
mitted to a sub-station. 

The branch office, as will be seen 
from the picture, is simply a single 
store, slightly remodeled to our needs. 
The front is arranged as a small ex- 
hibition room and a good display is 
always kept in the windows. The 
office is kept open on those evenings 
during the week that other stores in 
the village are, namely, three evenings, 
and we have found this to be a benefit 
inasmuch as our 


Providence. 


solicitor can meet 
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we decided to open a branch of our 
own. 

It may seem strange that one office 
could take care of sixteen towns, but 
this may be explained by reference to 
the subjoined sketch map. These 
towns, or small villages, connect one 
with the other, and we selected the one 
which seemed to be practically the hub, 
which town is known as Arctic Centre. 
The towns are really nothing more 
than mill villages, as the population 
is comprised principally of the opera- 
tives in the various mills. This ter- 
ritory is located about fifteen miles 


prospects there at that time who could 
not get away from business during the 
day. 

We have one solicitor in this terri- 
tory, report just completed 
shows that 55% of the houses in these 
sixteen towns are customers of ours, 
and that 61% of these customers have 
While 


this percentage may seem high, it 


and a 


purchased heating appliances. 


should be known that we have no com- 
petition whatever in the electric or gas 


field. Even so it is surprising to see 


such a large percentage of customers 
purchase heating appliances in these 
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mill villages and we ascribe the condi- 
tion to aggressive commercial methods 
rather than any natural advantage. 
The results secured in our heating 
campaign have been largely due to 
personal solicitation. As the territory 
is somewhat scattered, the service of 
the 
flat 
At 
the 
our 


a horse and buggy were required, 
buggy being always filled with 
irons or other small appliances. 
the beginning of the campaign, 
to the of 
line worked a 


soliciter drove end 


farthest service and 


systematic and persistent house-to- 
house canvass until he had covered all 
of the 
about six months but the results seem 


to justify the labor. 


territory. This consumed 


During the past five months, we 
have secured 1,428 16-cp. equivalents. 
(incandescent and are lighting), and 


about 100 hp. in motors. This record 
of power business secured is a fairly 
good one considering that there is a 
large quantity of water power avail- 
able in this territory with which the 
large mills are operated. 

We believe that the display room 
feature of our branch has greatly 
facilitated the work of the 
and has afforded us excellent oppor- 


solicitor 


tunity of showing the goods to ad- 
vantage. The display in the window 
is changed frequently with a special 
effort to “drive” one thing at a time. 
One week, for instance, this window is 
filled with a special portable reading 
lamp which we energetically push. 
The first few days that these lamps 
were displayed in the window, we dis- 
posed of a dozen, and the present indi- 


cations are that they will be a popular 








Side 


One of the 








Display Room 











+ ad thai 


6 Ee A Sac 8 Oe 


nt PS Soa. 





EST ry 








armors 


Sa oO 


FREI Ae IMR a 


f 








SELLING ELECTRICITY 

















Another View of the Display Room 


Another 
week, these lamps will be removed 


appliance in this territory. 


from the window and replaced by a 
Christmas tree decorated with mina- 
ture lighting outfits and such other ap- 
pliances as we believe will make useful 
holiday gifts. This plan gives us 
something special, something tangible, 
to sell. 


sortment of goods that soon grow 


Instead of a miscellaneous as- 


stale, we centre on a specialty and the 
results prove that this idea is practical. 

We advertise in the local news- 
papers occasionally, possibly one to 
three months at a time, seldom longer, 
and frequently send out circulars and 
pamphlets in the mail together with 
our current bills. We also endeavor 
to get free publicity for customers 
when possible. One case in point was 
a liveryman who installed an electric 
horse clipper. It was the only one in 
the valley and the newspapers made 


an item of it which pleased everybody, 

The lighting of the branch office is 
by incandescent lamps arranged with 
Holophane shades and is one of the 
best examples of store lighting in this 
territory. The store is ‘well but not 
lavishly lighted, as I believe that the 
outlining of a store and the extra dis- 
play of lighting in this territory would 
do more harm than good; in other 
words, that the merchant could not af- 
ford lighting of that character, and I 
consequently established the lighting 
system in our branch to be in accord- 
ance with their means. 

There is no doubt that since the 
opening of this little office our business 
in the Pawtuxet Valley territory has 
been greatly stimulated. Assuredly it 
has strengthened the feeling in the 
minds of the public that we are a 
local company, ready to serve and 
anxious to please. 
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In this Series of Articles, an Expert on Municipal Affairs Analyses the Unrest Which 


Underlies Municipal Ownership Agitation. 


By GLEN MARSTON 


PART III—RATE SYSTEM 


ERHAPS the most 
difficult task of the 
central station man- 

ager is the preparation of 
rate schedules that will 
be fair alike to the con- 
sumer and the company. 
But the worst mistake that 
can be made is that of fail- 
ing to enlighten the public 
as to the fundamental prin- 
ciples of whatever rate 
system may in each case be used. 
The general attitude of companies 
all over the country is—‘‘Here are 
the rates. 
you can 
choose.” 


They are our rates, and 
pay you 
No attempt is made to 
show why a power rate is naturally 
lower than a lighting rate. No at- 
tempt is made to show why a long-hour 
consumer is entitled to a lower rate 
than the short-hour consumer. No 
attempt is made to show why a ready- 
to-serve charge is fair and equitable. 

One cannot blame a man who pays 
12 cents for light in his office for 
wondering why the power consumer 
in the basement gets a rate of 3 or 4 
cents, when current comes from the 
same source. 


them or not, as 


Along comes some 
municipal ownership fakir and says 


all current can be furnished for 6 cents. 





Glen Marston 


He knows that the public 
has little or no knowledge 
of the principles of rate 
making. He knows that 
the the 12-cent 
consumers is much greater 
than that of the 4-cent con- 
sumers. He 


vote of 


makes his 
appeal to the people who 
know of electricity only as 
a means. of lighting. 
They cannot be expected 
to recognize the importance of power 
What do 

load? =: Yet 
lighting company has found confisca- 


customers. they know 


about day many a 
tion staring it in the face because it 
had not shown its 12-cent customers 
why they paid 12 cents instead of 4. 

The average consumer of light is 
not a fool—he is only ignorant; and 
the lighting company alone is to blame 
for his ignorance and the results of 
his ignorance. It is not hard to edu- 
cate your consumer; but don’t make 
the mistake of waiting until you are 
as unpopular as a fifty-year old school 
marm. Don’t wait until the public 
has you on the run before you try to 
educate it. You can’t talk plainly— 
or convincingly—when you have to 
make yourself heard above the deafen- 
ing din of unjust criticism. 
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There is nothing more objectionable 
to the American people than injustice. 
Once they have a firmly rooted idea 
that your rates are unjust you might 
as well get ready for municipal owner- 
ship and its flat rate fakirs. There 
is no perfect rate system, but there is 
no more perniciously plausable argu- 
ment for municipal ownership than 
that of justice to all through a uni- 
form rate for all services. It makes 
a hit with a majority of the voters be- 
cause the majority are residence cus- 
tomers. It is of no interest to them 
that someone else must pay more 
under muncipal ownership. They are 
promised lower rates—why should 
they not vote for them? 





and it 
often appears to be an unprofitable 
one—for a company to conduct a 


It is not an easy matter 


course in economics. Yet such a 
course will go far toward eliminating 
the cry of “discrimination” when you 
have municipal ownership to fight. 
If the public feels that you have 
based your rates on honest principles, 
if they can be kept from the idea that 
you are unduly favoring certain con- 
sumers or classes of consumers, you 
will have little trouble in convincing 


them that your whole attitude toward 
the public is fair. The moment the 
public loses confidence in you your 
argument falls. 

There are enough reasons why, in 
the minds of the uninformed public, 
municipal ownership should supplant 
private monopoly without dragging 
in the question of unfair rates. The 
public seems to subconsciously as- 
sociate monoply with sharp practice. 
As Mr. R. M. Searle said a short 
time ago, “Unjust publicity has cost 
the lighting interests of this country 
$20,000,000. If unjust publicity is 
that expensive, may we not expect 
good results from honest publicity?” 
Nobody can contend that all the un- 
favorable publicity regarding public 
service is unjust. What the com- 
panies must do is to make _ their 
service—all their service, including 
proper treatment of their patrons— 
worthy of public esteem, and then to 
show the public what they have done 
to merit its esteem. A_ public. ser- 
vice company does not play the part of 
the shrinking violet successfully. It 
has too many faults to justify silence 
regarding its virtues. 


PRACTICAL ARGUMENT FOR POWER 
SOLICITOR 


“Most engineers and writers on 
ventilation have confined their atten- 


tion to the advantages accruing in 


better health and greater activity in 


employes from breathing wholesome 
air,” says Mr. Hugo Diemer in August 
System, “but clean air as a money 
saver in mercantile establishments and 
offices has not received the attention it 
deserves.” 





The article, “Clean Air as a Money 
Saver,” then takes up the subject of 
ventilation and air cleaning in concise 
manner, dwelling upon the momentary 
advantage of such apparatus. As 
most systems of this sort are motor 
driven, the power solicitor will find a 
wealth of convincing argument sup- 
plied by Mr. Diemer. 


—System. 











ON THE JOB 


A Morning’s Experience in Selling Heating Appliances 


3y NELLIE NEVINS 
BROOKLYN EpIsSON COMPANY. 


AVE you ever wondered what 

people think of you, or, 

rather, how you have im- 

pressed them?—I have and always 
will. 

Doubtless, this is because in all my 
experience as a saleswoman I have 
never failed to notice my surround- 
ings and the people | meet. 

To the man or woman selling from 
behind a counter, the people who pur- 
chase are only customers; but to the 
one who sells from house to house, 
they become a study, and to me a 
very interesting study. 

The humor and pathos that one 
may find on any city street is bound 
to be interesting if we only take 
interest in it, and right here I would 
like to say, for the benefit of all men 
and women selling goods,— 

The interest we display in a cus- 
tomer, be it sincere or assumed, is 
half of the battle in making a sale. 

We are all vain, some of us more 
so than others, and our vanities and 
peculiarities are in many instances 
appealed to by a 
stranger — perhaps 
a mere canvasser 
who comes to our 
door. 

Come with me 
for a block or two 
along one of our 
streets and meet a 
few of my = cus- 
tomers. 

I have left the 





An Elegant Home 


office with a list of names and ad- 
dresses to solicit orders for electric 
flat irons. I also have a postal card 
requesting information in regard to 
heating apparatus, and now | begin:— 

A comfortable looking dwelling, a 
neat maid who unsuspectingly admits 
me, then a demure, sweet faced, tiny 
little old lady who graciously agrees 
to try my iron and who, from her 
lace cap to her tiny felt shod feet, 
beams out generosity and refinement, 
and sends me on my way glad that I’m 
a woman. Next door to this, I find— 

An elegant home, and an Irish maid 
whose “Phwat do yez want” makes 
me smile as I force my card upon her 
and my presence upon a disagreeable 
bull-dog in the parlor, and Oh! that 
parlor, it would weary you did | 
fully describe it. Let me tell you, 
there are glorious paintings, and 
beautiful Dianas and Mercurys vie 
with Cupids and Venus amid a 
myriad of mirrors,—I have learned 
one thing, “Milady likes high art;” 
and now “she” comes—a pale pink 
gown, a _ lorgnette 
and a toy terrier. 
I have introduced 
myself and_ told 
my story. Slowly 
raising the lor- 
gnette, she says, 
“My dear young 
lady, they may be 
a very good thing, 
but really I have 
no use for it. You 
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see my time is so taken up with 
social duties, and poor Bob has the 
gout so awfully bad. You really must 
excuse me—Yes dear,’ as a voice 
roars out “Anna, how long before 
I get that hot water bag ?”’— 

In an instant I’ve forgotten my 
irons and have met Bob, a florid 
grumpy old chap who mutters some- 
thing about a woman’s tongue, and 
by sympathizing with Bob, admiring 
the pink gown, a pat on the terrier’s 
head, and I’m gone. What about 
irons? you say, well no—but an order 
for a heating pad which will tide poor 
30b over the next attack. 

The next is an apartment house. 
After bribing the hall boy I get in, 
and first I meet a Swedish maid who, 
with a blank expression, says, “Sie 
don’t vant id.” I assume a haughty 
expression, demand to see Mrs. Smith, 
and a well gowned young woman 
comes forth; a bride surely, nothing 
on earth could deny it. It is her 
first experience with a _ canvasser. 
“Good morning. Electric irons, Oh! 
yes, I’ve heard of them, they’re 
perfectly dreadful things, and I’m 
frightfully nervous. Why, I’m even 
afraid to turn on the light. Well, if 
you insist, you might leave one. You 
know, Jack wants me to have every- 
thing up-to-date. Just come into my 
room and see my new furs, they’re 
perfect dears. Do you know Mrs. 
Braddon across the hall? Well, her 
furs have driven me crazy with envy, 
and so Jack bought me these. Dear 
Jack, he’s such a boy. He'll be so 
delighted to think I’m brave enough 
to use that iron. Come outside and 
show Selma how to use it.” And we 
go outside. Poor Selma, she thinks 
it a bomb fearing it will go off, and 


finally I go, leaving the iron, and 
while I’m waiting for Mrs. Braddon’s 
door to open, I hear a none-too-timid 
voice say, “She thinks I'll keep it. 
Well, I just won't. She was a stiff 
wasn't she. Selma, did you notice 
what a funny hat she wore and”—but 
Mrs. Braddon has opened her door. 

A tall, tired looking, nervous woman 
who listens and patiently allows me to 
leave the iron, and ushers me out with 
a feeling that I have made no more 
ripple on her feelings than a feather 
would upon the river. 

Upstairs I find a _ timid little 
woman who tells me meekly “If I go 
see Tom at his office he might let her 
try the iron, but he doesn’t believe in 
new fangled notions, says they’re all 
rot and his mother never needed 
them.” She cries a little, looks sad 
and makes me think it better that I 
don't meet Tom, for I’m sure my talk 
with Tom would be iron in every 
sense of the word. 

Across the hall from here is a col- 
ored girl whose “Missus” is out, but 
“De good Lord bress you, Missy, come 
again and sell her one of dem things. 
She’s a right mean crittur, and I’d be 
the happiest niggur in dis yer town if 
I didn’t have to tote a ole iron to and 
fro all de time. Well, good-by, don’t 
ferget ter come again.” 

Now down stairs and next door 
and here I meet a Japanese butler 
who tells me “The madame, she make 
her toilette. You come again’—but 
no, over the balustrade comes a com- 
mand. “Yama, if that woman is 
from Edison, send her up. I’m sick 
and tired of this everlasting ‘Edison’ 
‘Edison,’ and now once and for all, I 
will not have it. Two weeks ago I 
ordered a dozen new lamps and not a 
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bit of attention do they pay to me, 
but they'll come quick enough to sell 
Well, Miss, _ sit 


The hair dresser is here and 


you something. 
down.” 
I state 


my errand, promise new lamps im- 


quickly finishing is dismissed. 


mediately, admire the lady’s hair and 
—lI’ve won. She tells me she expects 
to have a dinner party, tells me that 
my coat fits well and I’m really very 
well gowned for a working girl; 
shows me the decorations in the din- 
ning room, I suggest a few Christmas 
tree outfits would add greatly to their 
attraction, and getting the order, 
grant her request to come at five p. m. 
and help “Yama” arrange them; get 
an order for a chafing dish and coffee 
percolator, then go down to teach 
Bridget how to use the iron. Bridget 
says, “Sure, it’s the angel face on you 
that won over the ould hen upstairs. 
She’s that ugly she wouldn’t schmile 
at herself in the glass. 
the 


good-tempered.” 


Good-by, and 


saints’ blessin’ on ye for bein’ 
Poor Bridget, you 
little dream I’m near the corner of my 
street and my temper is going fast. 
After failing to gain entrance to-a 
few places, for various reasons, I 
have reached the place from whence 


came the postal card I have in my bag, 





a real estate office having five desks, 
seated at which 


are two young 


dandies, one sar- 
castic looking indi- 
vidual, a confident 
sporty looking man 


and lastly his sa- 


tanic majest y— 
The Boss. 
As I 


the sarcastic one, I 


approach 





Remark My Nose, Waist, Ankle and Form 


hear behind me “Keep your eyes to 
yourself, Jimmie, she’s all mine ;” then 
the sporty one eyes me over and says 
in a loud whisper to the boss, “Not so 
bad, a high stepper, I'll bet.”’ 

Now I have stated my errand and 
“Mr. Sarcasm,’ true to his appear- 
ance, turns and says, “In answer to 
your card to Edison they have disre- 
garded your request for information 
and sent a woman,” and then as “His 
Nibs”’ 


crooked rimmed spectacles, I gather 


looks at me over a pair of 


myself together and start in. 

They all sit up and listen, the sporty 
one makes eyes, the Boss manages to 
pat my hand when I give him a cata- 
logue, the rest quite audibly remark 
my nose, waist, ankle, form, etc., and 
when I have finally convinced them 
that their office is too large to be 
heated by electricity at the given rate 
and get an order for a cigar lighter, 
they fall all over themselves bowing 
me out and I reach the street thinking 
that to their sign Real Estate should 
be added “Fools supplied on_ short 
notice.” 

Across the street I spy a German 
A little girl is 
window. 


restaurant and cafe. 


ironing towels at a_ side 
Seeing that they have electric lights, 
enter and try them on the iron game, 


and a funny little 


— 


man tells me, “Vell, 
I dry dot iron und 
make 


you shust 


my Lena so_ she 
learns dot lectrics. 
She is but 


thick, and ven she 


goot, 


knows how, I pay 
much 
you say! Ach mein 


id. How 
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Nien I take it 
haf it on 


Gott, dot is robbery. 
“Vat—I trial ? 
Vell, I'll try it wid my Lena, und I 


not. can 
let you know. 

And back 
wondering what new experiences the 


Good-by.” 


now I’m on my way 


afternoon may have in store for me 
and if I have made one good impres- 
sion among them all, and I say with 
Bobbie Burns, “Oh! wad some power 
the giftie gie us to see ourselves as 
ithers see us.” 


KILLING GOOD WORK 


One of the best-known advertising 
men in the country was recently en- 
trusted with the work of getting up a 
booklet for a manufacturing concern 
that desired agents to handle its prod- 
uct. This man had made a twenty 
years’ study of agents, and how to get 
and He had 
in his brain more methods for captur- 


than the 


keep desirable ones. 


ing good representatives 
average man could dream. 

So he got up a little booklet of three 
or four thousand that was 
Written in a plain 


words 
simply perfect 
yet fascinating manner, with no bom- 
bast and no exagerated claims, it 
presented this concern’s proposition 
attractively and clearly. 

The general manager of this con- 
“detail 
him a price on eggs and he’d insist on 
the _ pedi- 
every hen 
concerned 
Then 


cern was a crank.” Quote 
konwing 
gree of 
that 


in the laying. 


Was 


he’d waste a day and 
wear out the energy 
of his assistants look- 
ing up the pedigrees 
to be sure that every- 
thing was just so. 


What he did to that booklet it is 
impossible to portray in words. He 
scratched out here and inserted there; 
he changed this sentence around and 
mad that phrase read differently. He 
just slashed the very life and force 
and power out of every paragraph. 
Then he turned the mutilated remnant 
over to a stenographer—a young man 
as well fitted to criticise that work as 
he was to hunt whales—with instruc- 


tions to “read that over, and if you've 
any changes to suggest write them 
out.” 

The stenographer got busy and con- 
tributed his share to the murder, so 
that when that booklet went to the 
printer it was weak, pointless, medi- 
It had lost all of the per- 
suasiveness and happy logic that the 


ocre thing. 


brain of a genius had put into it. 

This is not a funny 
story; just a plain re- 
cital of an every-day 

tragedy. 
Take it for what it is 
worth, merchants and 
managers who happen 
“these few 
lines,’ and ponder over 
the moral.—E xchange 


business 


to read 























THE FUTURE OF THE GOOD SOLICITOR 


By CHARLES W. LAMBE 
MILWAUKEE RAILWAY AND LIGHT COMPANY. 


HE solicitor 
who is_ onto 
his job is the 

whole works. That is 
the story boiled down 
to a headline. 

Taken out of the 
concrete, or the axiom, 
and embellished with 
the ornaments of ex- 
planation this means 
that a fairly close look 
over the field shows 
that more than a few 
central station 
agers came up through 
the _ solicitor’s 
And they came up by 
mastering the details of salesmanship, 
by showing that they could sell the 
goods. Now it is generally understood 
that the principal business of the cen- 
tral station is to sell its product, though 
there be some who appear to think it an 
experiment station for undergraduates 
of electrical engineering courses. In 
other. and more comprehensive lan- 
guage those managers made good. 
And they are a shining example of 
the policy of making good. 


man- 


force. 


Charles W. Lambe 


is the 
strongest impulse in a 
man’s life, penny-a- 
liner moralists to the 
contrary notwithstand- 


ing. 


Ambition 


That is to say, 
man is_ selfish 
and is out for Mr. Me. 
When think it 
over you will see why 
nature 


every 
you 
wise in 


And the 
fellow who is looking 


was 
making it so. 


out for himself is busy 
out 
company, for he cannot 


looking for his 
put many dollars in his 
pocket nor many rungs 
of the ladder of progress under his 
feet if he does not do that. The man 
who is looking out for his company 
is putting in some pretty good licks 
for himself. 

In these benign, or benighted, days 
of the agitator and the goddess wind, 
there is a whole heap of talk about the 
diverse interests of employe and em- 
It’s all rot. Their interests 
are as identical as two peas. In fact 
they are two peas in the same pod, 


ployer. 
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clinging to the same vine, drawing 
sustenance from the same earth, that 
vine being the company’s service and 
that earth being its patronage, present 
and prospective. An employe, (and 
this applies to all from boy to boss 
though in this case we mean more 
particularly a salesman or solicitor, ) 
cannot do himself a better turn than 
by serving well his employer, which 
in this case means the company. 
This means not only to sell all the 
goods possible, to get all the new 
customers possible, to spread the doc- 
trine of electricity as a daily desirable 
—you will make more by presenting 
its desirability than by impressing 
its necessity, for Mr. Average Man 
will run a great deal harder after what 
he wants than after what he needs, as, 
witness the number of saloons as 
against the number of groceries—but 
to watch and protect the company’s 
interest, smooth up the disgruntled, 
dishammer the knockers, satisfy the 
complaintants. But it is just as well 
to keep out of the political talk. Let 
it be known that your business is busi- 
ness, not wind. And remember that 
what hurts your company makes it 
harder for you to buy shoes for the 
baby, and what helps your company 
makes it easier. There's an honest 
selfishness in that policy. 

In smoothing the disgruntled don't 
be afraid to tackle dissatisfaction that 
is out of your beaten path. What if 
it is another fellow’s business! If 
he don’t say ‘thankee sir,’ to you for 
it he is not thinking of the company’s 
interest. Every company problem is 
your problem. Climb over the edges 
of your little path and look at the 
scenery. You will find it interesting 
—so will the man who regulates the 


pay roll. I know men who have 
trodden the beaten path for years 
and never walked on the grass. They 
are still trodding it. 

General Sheridan got his first ad- 
vance by showing his commanders 
that he dared jump in and do the right 
thing at the right moment, orders or 
no orders. So has many a prominent 
manager. A manager will always 
think more of a man who makes a 
mistake while acting conscientiously 
than one who avoids the mistake by 
deing nothing. But don’t neglect 
your field. Keep it well cultivated. 
Show that you know how to manage. 
And remember that the company is 
bigger than its agent. So shall you 
become bigger with the company. 

Now it is the man who has been 
making good for himself, which 
means for his company, who masters 
the details of the business. You can- 
not be a good salesman if you do not 
stand ready to explain as well as to 
present and argue. And it is the 
man with the full sales list who gets 
the respect of the official head. Get 
that respect. 

There is a progression in this mat- 
ter that is worth noting. The 
solicitor opens the ball with a pros- 
pective customer, and if he is good 
closes him. If he becomes good at 
closing’ he is to be regarded as a 
salesman, and if he makes good at 
that he is recognized as the “man we 
want.” He has an excuse for living. 
For as we have said before, the central 
station is in business to sell its pro- 
duct. Be “the man we want.” Ap- 
ply to your relations with your com- 
pany the same ideas you apply to your 
customers—convince them that they 
want you. 
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Another thing it is well the solicitor 
should do if he wants to look over the 
top of a roll top desk from the com- 
fort of a swivel chair and dictate his 
letters from the quiet of a private 
office, is to post himself on the office 
system and regulations. <A_ solicitor 
often runs amuck among such parts of 
the 
against. 


paper work as he may go up 
As a distinctively outside 
man he fails to understand the whys 
and wherefores of the inside system 
and is apt to regard all such as useless 
and encumbering red tape. I have 
known men to stand at the chief's desk 
kick little 


dozen minutes it 


and about a form for a 


the 
take to comply with it. 


times would 
That is time, 
energy and character wasted,—espe- 
A little insight into 

would 


cially character. 
the office 
why. And that little insight helps a 


system show him 


whole lot when it comes the solicitor’s 
turn to hang his hat in the official 
clothes press. 

Then while the engineers are put- 
“consult- 
ine’ in front of their titles, the sales- 


ting the words “chief” and 
man who is making good is putting 


“district manager,” or “assistant 


manager’ after his signature and is 
telling the solicitors and under sales 
men how to do it, and is going out 
and helping them on blue days 
is, on And 
dentally he is writing his name on 
the backs of checks that make his old 
look weak. 
he substitutes ‘ 


that 


their blue days. inci- 


ones Then as a climax 
‘general’ for’‘assistant’ 
on his title or is bid off by some other 
company to a bigger chance. 

This is the future of the good solic- 
itor. Make 


whole works. 


good and become the 





ELECTRIFYING A PURE FOOD SHOW 


The Rockford Edison Company Makes Noteworthy Success of its Display of 


Household Electrical Appliances 


By W. B. JOHNSON, COMMERCIAL MANAGER 


HERE is no doubt in the minds of 
anyone in Rockford that the exhibit 
of the Edison Company in connec- 

with the Third Food 

unqualified The 
effort as “the 
and commented 
favorably and at length upon every detail 


tion 
Show 


newspapers 


recent Pure 


Was an success. 
heralded our 
feature of the show, 
of our work. And if swarming crowds of 


interested femininity are to be taken as 
corroborative evidence, the newspaper esti- 
mate was correct. 

Our company’s exhibit occupied the two 
booths facing the main 


After the visitor had passed the 


centre directly 


entrance. 


two electric signs at the door, one reading 
“Pure Food Show” and the other 
“Welcome,” and had pushed her way into 
the hall, she was saluted with the slogan, 
“Live the Electric Life,” in flaming letters 
18 inches high above our booth. Nobody 
could get by and the 
cleverness of the phase was of itself suf 
ficient guaranty 


without seeing it, 
that no 
without something, 
something about the “electric life’ and how 
to live it. 


one who read 


would pass learning 


The display consisted of a complete as 


sortment of up-to-date household electric 


appliances. We endeavored to place on 
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view and demonstrate the practicability of 


everything electrical for the home, even 
though many of the appliances were some- 
what out of reach. first of 
all, the usual heating devices, connected and 


instant 


There were, 


ready for demonstration. There 


was a motor driven washing machine, a 


small vacuum cleaner, refrigerating outfit, 
lamps of various types, reflectors, sewing 
machine motors and many other utensils 
and devices. 
Cooking 


the booth by 


demonstrations 
Miss A. 
plained the use of chafing dish, frying pan, 


were given at 


B. Lyons who ex- 


oven and coffee percolator. 
strations 


These demon- 


were easily the most popular 


feature of the show. Miss Lyons made 
many friends for the company and won 
many converts to electric heating by her 


deftness in handling her appliances and tact 


in explaining their simplicity. The local 
press described at length the interest 
created when she “made fudges in the 


chating dish and did about everything pos- 
sible in the way of cooking.” 

The electric range also was a part of the 
outfit used by Miss Hertha Tjaden, a cook- 


+ 
& 
. 





ing school expert, who gave a course of 
lectures in the basement of the building. 
Miss Tjaden’s work was in no way con- 
nected with ours but she was very en- 
thusiastic over her electric range, and many 
of the ladies expressed much interest in it. 

Continuous demonstrations of the electric 
iron were carried on in our booth by an 


operator from the Sanitary Laundry, which 


has an excellent local reputation. The 
speed and ease with which this demonstra- 
tion was conducted was convincing evi- 


dence to many of the superiority of the 
electric iron. We feel that the mere 
demonstration of the possible use of the 
iron by the usual desultory methods would 
have than this ex- 
practical work being 
and easily done, hour after hour. 

No exact figures are available to show 
just what direct results accrued from this 
exhibit; indeed, we do not believe that it 


been less successful 


hibition of rapidly 


is possible to measure them. Thousands of 


people were impressed. It may be several 
years before some of these people are in 
position to use electricity, but the seed has 
been sown. We are satisfied with that. 


# 


LIVE THE « 





Rocktord Edison Co.'s Display 














NEWS AND REVIEWS 


Items of Interest to Commercial Men. 


MacGREGOR STEPS UP 


Mr. R. A. MacGregor, several of whose 
contributions to literature 


have appeared in recent issues of SELLING 


new business 
Evectricity, has been promoted from the 
management of the Commercial 
ment, Wyoming Valley Gas and 


Depart- 
Electric 
Company, of Plymouth, Pa., to position of 
Manager of Commercial 
C:. Mr. MacGregor 
will have his headquarters in Chicago, and 


Departments, 
Geist Company. 
will have general supervision of all cam- 
mercial the 


interests. 


departments of 
the Geist 


properties 
controiicd DY 
MUNICIPAL TEST OF FITNFSS 
The Electrical Review (London) makes 
editorial comment upon municipal owner- 
Ireland 
reproduction :— 


ship practice in which is well 


worth 

“Mr. Gallinagh having resigned his ap- 
pointment as borough electrical engineer to 
the Corporation of Limerick, the Electric 
Lighting Committee sat for three days to 
consider the qualifications of 120 appli- 
cants for the post, which, by the way, is 
worth 160 per annum. 

The rules of the competition are as fol- 
lows :— 

“Every candidate 
(i) Shall have been made throughout in 
Ireland, south of the Boyne; 

(ii) Shall not have left Ireland, except to 
go to America when the potato crop failed. 
(iii) Shall agree to die in Ireland, and be 
buried at the expense of the Saxon invader. 

“Mr. Patrick Thomas MacNamara was 
elected. 

“Duriig a somewhat humorous discus- 
sion, in which the Mayor’s Serjeants lent a 
hand, one of the Committee was rash 
enough to say that he did not think any 
member of the Council was qualified to 
give a decision on any of the candi- 
dates for the position, and expressed an 
opinion that a man who thoroughly under- 
stood the business ought to be appointed. 
If the gentleman had only taken the trouble 
to make himself acquainted with the rules, 
he would have been spared the ridicule 
which was hurled at him amidst general 





He known that 


have 
a knowledge of the business had nothing to 
do with the matter, the really important 
attainments being an ability to find one’s 


merriment. should 


way about a town in which the names of 
the streets are set up in Gelic, and an un- 
swerving loyalty to Limerick bacon 

“We congratulate the Corporation of 
Limerick upon the magnificent way in which 
they rejected all advances from electrical 
engineers, and we trust that one or two 
stalwarts from the Committee will be 
present when Mr. MacNarmara undergoes 
his examination at the hands of the elec- 
trical engineer of Cork, to that all 
question are asked in Gelic, answered in 
Geelic, and are all about Geelic.” 


see 


INTERESTING PAPERS 
Mr. John T. Huntington, of the Topeka 
Edison Company delivered a paper on 
“Meeting Natural Gas Competition’ be- 


fore the Kansas Association, the principles 
of which are interesting as showing the 
trend of present-day central station com- 
west. 


mercial practice in the middle 


The points urged by him upon all sell- 


ers of electricity in competition with 


cheap natural gas were: ‘reasonable rates,’ 
that is to say, rates as low as possible so 
that there might be not only increased con- 
sumption of electric current but increased 
use and a broader field; 
so that electric light and power might be 
the highest degree 


depended upon; ‘courteous 


‘good service,’ 


satisfactory to and 
always to be 
attention and good business methods’ be- 
tween the its 
With these points well observed, the writer 
that the 
electricity for lighting and power are such 


company and customers. 


contends natural advantages of 
that the electric station need not fear the 


competition of natural gas. 
CIRCUS METHODS IN ADVERTISING 


Light, the commercial gas journal, prints 
an account of an advertising exploit which 
is by far the most spectacular on record. 
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“Recently a circus arrived at Atlanta. 
Immediately Mr. Congdon made arrange- 
ments to have one of his gas ranges 
placed upon the elephant’s back and car- 
ried through the streets of Atlanta in the 
parade. At the midday exhibition in the 
tent this elephant carrying the range also 
appeared in the ring-parade. It is safe to 
say that more eyes rested upon that one 
range during that street parade and the 
parade in the circus tent than were ever 
before concentrated on any one gas range. 

“Mr. Congdon, not satisfied with this 
amazing piece of energetic publicity, hung 
an immense banner lengthwise in the tent, 
the inscriptions upon which read as _ fol- 
lows: “Cook With Gas” and “Use Gas 



































































































































































Reproduced trom “Light” 


Water-Heaters.” Advertising matter was 
freely distributed during the street parade. 
Much of this was carried away by those 
who had assembled along the street and 
who viewed this novel sight. To cap the 
climax, a large picture of the elephant 
with the gas range upon his back (which 
appears in the accompanying cut), ap- 
peared in the Atlanta papers. Who has a 











better publicity scheme to suggest than 
this of Mr. Congdon?” 

This may not be dignified—one can 1m- 
magine the horror of Mr. Congdon’s silk- 
hatted Board of Directors—but it sounds 
like effective advertising. 


THREE KW. FOR A DOLLAR 


The Commissioner of Public Lighting for 
Rio Janeiro, Brazil, says: in a letter to the 
American Gas Light Journal that the reason 
his city is short on electric signs is because 
the rate is 33 cents per kwh. This sounds 
like a logical excuse. 


TO SECURE FREE PUBLICITY 





The Emerson Monthly for December 
brings the matter of free publicity down to 
a working basis. We have long held that 
central station managers and commercial 
agents could secure a vast amount of 
valuable publicity by furnishing reporters 
and editors suggestions and “copy” on in- 
teresting and unique applications of elec- 
tricity, news of the company’s activities 
and similar items in which the public is 
legitimately interested. The Emerson ad- 
man brings the argument to a focus by 
publishing a stock write-up suitable for 
insertion anywhere. 

The suggestion is practical and valuable. 


ELECTRIC SIGNS IN PARIS 


An authority states that no less than 
3,000 Electric Signs, representing an in- 
vestment of over half a million dollars 
are on circuit in Paris, France. 


ELIF CTRICAL PUBLICITY 








Mr. George Williams of the Doherty 
Companies gives some strenuous argu- 
ments in favor of “Electrical Publicity” in 
an article of that title in Signs of The 
Times for December. No solicitor with 
his eye on a sign contract will neglect to 
look it up, for Mr. Williams is well known 
as the aggressive commercial whipper-in of 
the Doherty forces and knows whereof he 
speaks. 

The article treats the subject from the 


standpoints of public, designer, builder and 
solicitor, 
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A MOWING MACHING FOR WHISKERS 


The Western Electrician prints an item 
announcing the invention of a motor-driven 
razor. This minature mowing machine is 


said to reap whiskers “in a jiffy.” It is 
not stated whether or not the 


Trust is interested. 


Harvester 


PHILADELPHIA’s BULLETIN 


Hats off to Howard K. Mohr, of the 
Philadelphia Electric Co.—a man with the 
courage to depart from a set style and the 
brains to make the departure a successful 
one. 

The Bulletin of the Philadelphia Elec- 
tric Co. is “different.” 
logical, salesmaking 


Also it is good, 
advertising matter. 
The December issue, just to hand, is quite 
distinctly the best effort in the bulletin line 
that has been made since Carmelita Beck- 
with set the pace with the New York 
Edison Bulletin. The latter was good— 
no shadow of doubt about that—but Mr. 
Mohr has struck a new note. The man in 
search of second-hand ideas please copy. 


NEW INSTRUMENT CATALOG 


If there is anything in a name, then the 
Wagner Electric Mfg. Co‘s latest booklet, 
“Electrical Instruments Of Precision,” 


should make a strong appeal. The book 


is impressive on two counts—its complete- 
ness in showing the entire Wagner line of 
instruments and the frank, clean-cut pres- 


entation of the company’s claim for them. 
Switchboard builders, engineers and others 
interested will value this publication. 
SPECIFIC PUBLICITY 

The Federal Electric Company issued 
recently a folder which deserves praise and 
merits imitation. It is a little twofold 
flyer advertising the Federal couch bracket 
—a reading light of more than common 
utility. In the folder is included a small 
sheet giving the list, discount and re-sale 
prices. What makes the advertisement ef- 
fective is its conciseness. Hardly a central 
station, but would be inclined to buy at 
least a sample. 
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An _ illustrated magazine of  business- 
getting for Electric light central stations 
and electrical men generally, devoted to 
advertising, soliciting, selling plans, the 
display room, and whatever will tend to in- 
crease the interest in, and demand _ for, 
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BACK FROM THE TALL TIMBER. 


a JUT the most useless, thank- 
less, discouraging job on God’s 
green footstool is the soliciting of ad- 

vertising when times are hard. 

“Advertising?” shrieked the last 
man I tackled in the panic days, 
“Advertising ?!! Great Cats! and I 
just paid my help in clearing-house 
ce1tificates !” 

What could anybody do under the 
circumstances? Your ad-man beat it 
for the backwoods. It seemed a 
propitious time to vacate, so he took a 
vacation. 

With the transfer of SELLING ELEc- 
TRICITY to its new ownership, a change 





in advertising policy will follow. 
Certain enlargements, certain broaden- 
ing of the field to which this magazine 
will appeal, will strengthen our posi- 
tion—make our proposition not alone 
attractive, but necessary, to the man 
‘vith current-consuming appliances for 
sale. 

The plans have not been matured, 
and will not be offered until they are. 
There will be no half-baked schemes, 
no catch-penny devices to pull a few 
advertisements. 

We realize that nothing but the 
offer of solid, tangible value will 
loosen the purse-strings of the present 
day manufacturer. We realize that 
too often in the past, other influences 
than value-for-money have been ex- 
erted by trade papers to secure busi- 
ness. True, honest, itemized state- 
ments of circulation have not been 
offered. The evidence of satisfied ad- 
vertisers has not been adduced. “The 
good of the cause” argument has been 
advanced too often. Friendship has 
been played upon ad naseum. “You 
are advertising in Jones’ paper, there- 
fore you should give me equal busi- 
ness” has been a favorite argument. 

Such policy has never been followed 
by SELLING ELEcTRIcITy in the past; 
it will not be in the future. 


The next N. E. L. A. convention 
is scheduled for May 14th. The con- 
vention issue of SELLING ELECTRICITY 
will be ready for distribution that day 
in the Convention Hall. Do not lose 
this opportunity of reaching the 
most wide-awake body of central sta- 
tion men. An ad in SELLING ELECc- 
TRICITY will be read by every man 
there. 
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I Want to Talk 
Personally to 





the Commer- 
cial Manager. 


v4 


I can—and will—get business for you. My plan of offering the “1900” 


Washer and Wringer on 30 days free trial sells washers for me, and if I use 





the same plan to sell motor driven machines it will sell current for you. The 





Electric machine must have power and as you are in the business of selling 
electrcity, every motor driven washer I sell means just so much income to you. 

Now, I am not asking any help. I can sell my own machines—I’ve 
already sold thousands of them. 


But if you want to sell motor-driven machines in your city—iuachines 





that use current in the day time,—instead of hand-power or water-power 





machines, you will offer to help me. 
[ really ask very little—simply the names of people who use electrcity. 
[ will go to those people wth my 30 days trial offer? I will sell them Electric 


Washers. I will add to your day load. And do this independently, with my 





own money. All it costs you is a little time necessary to make out the list of 
names. Will you co-operate with me? Write me to-day for full particulars 


about our plan to put out the “1900” Electric Washer in your city. 


R. F. BIEBER 


NOTE THE LATEST FEATURE OF THE «:1900’’—-The motor operates both 


the washer and the wringer, thus using a fair amount of current 


The “1900° Washer Company 


BINGHAMTON, N. Y. 











In writing to advertisers, mention ‘Selling Electricity.” 






















a es 





































SELLING ELECTRICITY ADVERTISERS 





Do you want to get hold of a line 
of portable lamps that will really 
sell? That will be within the reach 


of your customers ? 


We call your attention to the 
lamp illustrated above. A number 
of Central Stations are selling this 
portable for $10. There’s a small 
profit for you even at that price. 
The lamp, however, will sell readily 
for $12 or $14. 

You want our catalogue. It will 
show you a wide assortment of 
handsome art portables that your 
customers can afford to buy. Our 
lamps and our prices will interest 


you. 





The 


(ioodwin k Kintz Co. 


Station 1 


Winsted « - = Conn. 





















COOKING BY 
ELECTRICITY 


r seldom adopted in any 
household all at once. It 
grows from small beginnings. 
The attractive qualities of the 
electric chafing dish, make it 
particularly suitable as an intro- 
duction to the possibilities of 
electric cooking. This is the 
season to introduce them. Our 
1908 Booklet of electric chafing 
dishes, spray coffee urns, tea 
kettles, etc., is now ready. 


SHPLEX-FLECRICHEAING 


CAMBRIDGE, MASS. 





CHICAGO OFFICE: MONADNOCK BLOCK 











In writing to advertisers, mention “Selling Electricity.” 
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We are America’s pioneer manufacturers of art glass domes and shades from 
opalescent glasses. More than fifteen years ago we introduced the art of moulding 
and designing this beautiful colored glass on this side of the Atlantic. Since that 
time our business has steadily grown and prospered until to-day it is the largest of 


its kind as well as the oldest in the country. 


The line of domes and portable shades we have to offer the Central Station 


Man, the jobber and the retailer of electric appliances is the largest, the most varied, 


and we believe the most beautiful, that has ever been put on the market. The shades 
we carry in our regular stock offer a wide range of styles and designs to select from— 
all distinct creations both as regards coloring, treatment and outline. They can be 
furnished in any color or tint to suit the purchaser. We also make a great many 
shades from special designs furnished by our customers. 

In your display room or the office of your lighting company, a well selected 
line of our shades and standards will attract more interest and attention than anything 


else you have ever tried. Their exceptional beauty in color and design will create the 
desire of possession in the heart of every woman who sees them. What is more, 


WE KNOW THAT THEY WILL SELL. 


GET OUR PRICES AND CATALOGUE 


Unique Art Glass & Metal Co. 


BROOKLYN, N. Y. 











In writing to advertisers, mention ‘Selling Electricity.” 
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BILLY BAXTER TALKS BANNER BETTERNESS 
No. 3 
ne EMBLEM, “Show me,” said Mr. Hardnut. 
“I’m willing to talk business if you 


t 


can prove that Banner Lamps are 





‘ ss really better. 
“NNER BETTERN “Easiest thing in the world— 
look at the Banner factory; talk to Banner buyers. 
_ “Banner Betterness consists in better material, better 
workmanship, better inspection, better assorting. 

“And the result is better satisfaction when the lamp 
YA goes on circuit. 

“We sell to over a thousand cold-blooded, hard- 
crusted, experienced buyers—men who would apply 





acid to the golden pavements of Paradise. ‘Why, “say I, ‘why do you buy Banners ?” 
And they come back with this one—BANNER BETTERNESS.”’ 
THE BANNER ELECTRIC CO. 


YOUNGSTOWN (Get the New 1908 Proposition) OHIO 
Write 


— bs med I Know How to Sell Sign’s 
That’s My Business 











For Evidence 








The flat-rate sign proposition is a money- 


maker if you control the burning hours 








with a 
Reliable 
coe 
Time Switch 
Let us send you a list of central stations Perhaps you have been too busy to 


develop the sign business in your town. 


who've had experience. Let me develop it for you. No trouble or 


expense to you. Simply send me a list of 

THE your customers who ought to have Electric 

Signs in front of their places of business. 

BALLOU - HUTCHINS I will sell them direct. Address me 
srsonally 
ELECTRIC CO. sisi 

J.J RUSSELL 
ae 38 ome al AMERICAN ELECTRIC SIGN CO. 
rovidence ode Islan 


41 High St., Boston, Mass. 
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SELLING ELECTRICITY ADVERTISERS 














Some of the Largest Buildings in New York are now 
Renewing their Contracts with us for Germania Lamps 
for this year -- : 2 ~ 4 2 


We refer to our regular line of Germania Incandescents. 
The greater part of our growing factory in Newark is de- 
voted to the manufacture of the well-known Germania. It 
has again and again proved itself the lamp for service. It is 
the lamp that makes the renewal orders certain. 

We are the oldest Independent Lamp Company and main- 
tain independent prices. This explains why we are able 


to make our lamps a little better in quality, a little lower 





in price. 





ccm mac, Germania Electric Lamp Co. 
AGENTS WANTED 420 Ogden St., Newark, N. J. 























Electric Signs That Sell 








We can put you in touch 





with Experienced Com- 


mercial Men, who have 





won their spurs at Central 


A Snake Sign 


Station Business - Getting 
Central Station Managers and Contract 


Agents fintl it to their advantage to deal Th 


with us, as we furnish them with original 


designs, answer their inquiries promptly, C - 

and furnish them signs that will sell others. ommercial Exchange 
Let us hear from you. Don’t experiment 

with local sign artists. It does not pay. For Electrical Men 
HALLER SIGN WORKS, (Inc.) 54 Clinton St. Newark, N. J. 
319 S. Clinton St. CHICAGO 
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SELLING ELECTRICITY ADVERTISERS 





Sorensen 
Typ e fT 4 A”’ 
Time 
Switch 


TO TURN “OFF” 
YOUR ELECTRIC 
LIGHT AT ANY 
TIME DESIRED. 


Has these advantages over others 


Is operated by a high-grade EIGHT-DAY CLOCK. 

Overcomes all imperfections of ALARM CLOCK 
operated Time Switches. 

Only requires winding once a week. 

Easy to install and easy to set. 

Absolutely reliable in its operation. 

Guaranteed to give satisfaction, or money refunded. 

Cheaper than many inferior grades on the market. 


SEND FOR PRICES 
P. SORENSEN 


Dunham Place BROOKLYN, N.Y. 





Boston 
Incan- 
descents 
Must Give 
Satis: 
faction 





Because we sell them strictly on trial, for 
less than you can buy new lamps, yet 
they've got to last as long, 

Order a trial case today. We take all 
the chances. 


BOSTON INCANDESCENT LAMP COMPANY 


DANVERS, MASS. 

















THEN 
THERE 


Chapman Company 


97 Portland Street Boston, Mass. 














La Us Help You Sell 
Lamps and Current. 


We'll furnish printed matter and electrotypes for 
your local newspaper advertising 


Sample ALMOND FLEXO DESK LAMP 
Should be in Your Display Room 


T. R. ALMOND MFG. CO. 


83 Washington Street 
BROOKLYN, N. Y. 
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SELLING ELECTRICITY ADVERTISERS 












































THERE ARE TWO REASONS WHY YOU CANNOT AFFORD TO 
OVERLOOK STANDARD INCANDESCENT LAMPS THIS YEAR 


The first reason is that they are sold for just one-third less than you are now paying. 


The second reason is that no matter what price you pay, you cannot buy better lamps than those 
we are making—lamps that will burn longer or give greater efficiency than STANDARD 
incandescents. 


Perhaps you haven't read that decision of the Electrical Testing Laboratories on this question. 
Perhaps you don’t know what some of our largest customers say about our lamps. 
Write to us today and get the facts. 


STANDARD ELECTRIC LAMP COMPANY 


123 Van Buren Street Newark, N. J. 




















ADJUSTABLE 


Opportune Time 
Pp ELECTRIC PORTABLES 


for Central Stations to instal small heating 





units on Circuit 






Suitable for any 
kind of desk or 
table. Can be in- 
stantly changed 
from one position 
to the other. Eight 
different finishes. 





ECONOMY ELECTRIC FLAT IRON 


is a guaranteed heating unit. 


Economical in Current and Price 





Removable Handle, Separable PRICES 
Plug Asbestos Stand REASONABLE 
Write for Particulars Send for Bulletin 
No. 6. 
Electric Department 
ART MACHINE COMPANY H. C. K. COMPANY 
217-221 FULTON ST., BROOKLYN, NEW YORK 30 GREENWICH AVE. NEW YORK 
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SELLING ELECTRICITY ADVERTISERS 


Now 1s the ‘Time 


You need Miller Portables in your display room. 














Join the long list of central stations who are 
selling lamps to their customers during this favor- 
able season of the year. 


Refined, 
Harmonious 
Handsome 
Creations 


P= 
TE |g 
eee! sendy a 
© 4228 2a6e «& 
. J egae! samen os 
Yaeon nae 
rices Viaea tana <> 
4 


4284 ABE ~* 
Tier eS 


to suit | Catalogue. 
all kinds | Send for it 





of customers today. 





EDWARD JIILLER & CO. 


Meriden, Conn. 
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Taking 
Time 


By the es 
Forelock® 


That is What the 
Man Does Who Buys 


Holophane 
Arcs 5 


J 





The man who buys HOLOPHANE ARCS is discounting  futut 
improvement. He is making his investment safe against new developments 
He is not stocking up with lighting units whch are in danger of becoming 
obsolete. 

This is an important point. 

HOLOPHANE ARCS, as now offered, accomodate everything fron 
an 8&8 candle power carbon filament to a 40 candle power tungsten. This 
flexibility is fully shown in the following table 


Arcs Nos. 54, 55, 56 Arcs Nos. 64, 65 Arcs Nos. 74, 75 
and 57 and 66 and 76 
Lamps Available Lamps Available Lamps Available 
*20 cp. 50 watt Gem *40 cp. 100 watt Gem *20 cp. 40 watt tantalun 
16 cp. carbon filament 40 cp. 80 watt tantalum 20 cp. 50 watt Gem 
8 ep “ ‘“ 40 cp. 50 watt tungsten 16 cp. carbon filament 
| 132 cp. carbon filament S cp G 


Lamps recommended t Special holder required with this lamp 


This is purely a commercial consideration. It is a matter of cold 
dollars to the buyer, whether he be a merchant, jobber, dealer or central 
station manager. An investment in HOLOPHANE ARCS is a safe investment 

Get the new Bulletin No. 5, which tells the story fully 


HOLOPHANE COMPANY 


227-229 Fulton St. (SALES DEPT. New York City 








Boston Philadelphia Chicago San Francisco 
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Inspected « 


% 
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BSOLUTE accuracy of the 

registering mechanism of 
Fort Wayne Type K Meters is 
assured by careful inspection. 
The gears are cut as carefully 
as watch gears to reduce friction 
in the bearing surfaces to the 
smallest degree, but even with 
the utmost care microscopic 
examination is insisted upon to eliminate the possibility of an inaccurate 
part being used. 

This care in manufacture has made Type K Meters the standard of 
PRACTICAL excellence. 

For remember. Type K Meters are made for PRACTICAL service. 

The great care bestowed upon their manufacture does not denote deli- 
cacy of construction. On the contrary, Type K Meters are well known as 
the most sturdy and reliable meters on the market, standing up under the 
most extreme conditions of service and registering accurately and contin- 
uously even when subjected to unreasonable hardships. 

Dependability, coupled with correct design and careful workmanship— 
that is the combination the practical central station manager sseks to find in 
Fort Wayne Type K Meters than in any others on the market. 

Use is proof—ask any user of Type K. Bulletin 1053 tells why. 


FORT WAYNE ELECTRIC WORKS, 


‘“*‘WOOD SYSTEMS”’ 


FORT WAYNE, IND. 
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